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Solar in Fort Collins

• Over 12 megawatts from 1,200 

systems

• Adding 300+ systems annually

• Residential and commercial 

behind the meter, community 

solar, feed-in tariff and utility scale

• Advanced metering with net

consumption and net production

2



The Challenge: It’s Complicated

• Time of day pricing structure for all 

residential customers

• Communicate rate structure impact

• Solar system variability

• Home use patterns

• Bi-directional net metering

• On-peak and off-peak hours

• Days of the week

• Seasonal price changes
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Starts next Monday!
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Perceptions of TOD and Solar

I don’t understand; why are you doing this?

You’re changing the rules of the game

You’ve ruined my return on investment

My panels are oriented wrong

This will kill the solar market

I can’t sell solar here anymore

The common thread: it’s personal!
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Analytics to the Rescue?
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Step 1: Segment

Rooftop solar customers

• Existing – how will this affect me?

• Potential – should I still do this?

Community solar “customers”

• Customers of both Fort Collins 

Utilities and Clean Energy Collective

How will this affect me?

Solar trade allies

• How do I sell systems? Do I have the 

tools I need?
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Step 2: Messaging

• Existing rooftop customers

• South still best

• Manage home use around TOD

• Potential rooftop customers

• Solar still makes sense

• Analyze with TOD

• Shop around

• Community solar customers

• Manage home use, still getting near retail value

• Solar trade allies

• Adjust your sales pitch now for Time of Day
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Step 3: Tactics and Timeline
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Trade allies and potential solar customers

Q1/Q2 2018

Trade emails

Consultations

Internal analytics

Existing and community solar 

Q2/Q3

Customer & trade 
emails

Modeling tools for 
custom analysis

Coordination with CEC

Internal training

Rinse and repeat

Q4

More emails

Custom analysis and 
consultation



Step 4: Prepare for Questions
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Lessons Learned (so far)

• Solar customers are amongst the 

most engaged

• Steep learning curve for all

• Averages are not necessarily helpful

• Unknown behavior change

• Beware % bill impacts

• More data, always

• A customer quote:

• I’m going to buy a battery, 

arbitrage against your rate and 

get the ultimate win

11



12

John Phelan

jphelan@fcgov.com

Leland Keller 

(aka Councilmember Collins)

lkeller@fcgov.com

fcgov.com/solar

Thanks!


